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People. Process. Performance.

Case 1: A $3B SBU of one of the world’s largest diversified chemical 
producers was facing significant market pressure to reduce cost and 
reposition itself to drive more growth

• The SBU operates a complex, global business across multiple geographic regions using a matrix 
organization that can make decision making challenging. 

• Leadership targeted three strategic elements: (1) reset their cost position to increase their ability to 
compete on price; (2) focus on accelerating top line growth; (3) implement SAP to sustain the gains & 
enable improved transactional efficiencies & services. 

• They set stretch targets of $100MM reduction in fixed cost run rate over two years & $25MM in-pocket 
total cost savings in calendar year one. An objective of $100MM incremental growth was also added.

• A Given / Must: Protect the value proposition of differentiation in the marketplace.
• They wanted a rapid Phase 1 to identify sustainable structural changes that could create space for growth 

and design a program to deliver accelerated results.
• Conditions for engaging an outside partner included being cash neutral or positive in 1st calendar year, 

bringing world-class change management and lean expertise to help SBU leaders drive change, and the 
effort must be client & led with integrity paramount in all dealings between organizations.

Impact: The Repositioning for Growth effort identified and delivered >$25MM 
impact for calendar year 1 and $126MM in total recurring savings while 
supporting $100MM incremental revenue growth

Supply Chain Flow Mapping, 
Analysis & Restructuring

Value Stream Mapping, 
Variabilization of Manufacturing

Opportunity Charting, Risk 
Management & Benefit Tracking

Product Portfolio, Make-Buy & 
Customer Segmentation

Product Portfolio OptimizationAnalysis & Design
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Channel Management - D Customers

Direct Sales

Mega Territory 
model

Distributors

Company A Customer 
Service

Sales Route Transaction Route Tech Service Customer
Route Segmentation

Distributor CSR’s

Web Self-service
(multiple options)Inside Sales

Integration/Automation
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Bi-weekly Steering Team updates 

Mobilisation & Communication 
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Select and onboard (DuPont) 
 team members 
Detail activities 
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organisation 

Define and agree on PLM scenarios 

PLM 

Analysis market implications of the reduced portfolio 
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Implementation 
planning 
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Develop Business  
Case structure 

Build As-Is  
Business Case 

Compounding network / Polymerisation 

GSB / other indirect costs 

Business Case 

Data analysis (service level, costs, organisation) Compare with 
benchmarks 

Detailed Site analysis: Europe, US, AP 

Supply chain 

Analyse cost reduction opportunities for existing portfolio in CSR/planning/purchasing 

Marketing / Sales 

High level scan on cost  
buckets & organisation 

Customer profitability analysis 

Identify cost reduction  
opportunities 

Define supply chain for reduced portfolio 

Asset optimisation EP for reduced portfolio 

Identify cost reduction opportunities 
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opportunities & set 
direction for further 

analysis 

827

306

0

81

25

97

924

262

65

720

107

25

63
20 4

974

1055

A
P

 t
o

ta
l g

ra
de

s

N
o

n-
lis

te
d

 p
ro

d
u

ct
G

ro
ss

 m
ar

g
in

 d
at

ab
as

e

V
.C

 n
eg

at
iv

e

G
.C

 n
eg

at
iv

e
P

o
si

ti
ve

 c
o

n
tr

ib
u

to
rs

T
op

 8
0%

 c
o

n
tr

ib
u

te
rs

L
ow

 c
o

n
tr

ib
u

to
rs

T
hi

rd
 p

ri
o

ri
ty

S
ec

on
d

 p
ri

or
ity

F
ir

st
/s

ec
o

n
d 

p
ri

o
ri

ty

0 1 2 3 4 5 6

Outcome form Optimization target Analysis (By grades) 

Negati
ve 

contrib
utor 

analys
is 

Pare
to 

anal
ysis 

Gross 
margin 
screen

ing 

0 

Strate
gic 

scree
ning 

Optimizati
on 

candidate
s 

Highest 
priority 

for 
optimiz
ation 

Second 
priority 

for 
optimiz
ation 

Strat
egic 
prod
uct 

Green flag points (Total 9 points) 

Immedia
te 
optimiza
tion 

High 
priority 
target for 
optimizati
on 

No
n-
act
ive 
pro
du
cts 
im
me
dia
te 
eli
mi
nat
ion 

:Immediate target 

:Optimization 
Candidate 

:Out of target 

•  High quality at reasonable cost. 
•  Cost reduction/consolidation support. 
•  �Negotiated� services. 
•  Relationship tailored to needs and values. 
•  Increase efficiency, account penetration and 
reduce cost through alternate channels. 

•  Discover the Miracles of Science. 
•  Qualify leads and link to solutions 
•  Quickly understand service needs and 
  offer �pay-for-services where possible. 
•  Access to Dupont technology 
•  Take advantage of all channels to capture and 
  qualify leads; implement through optimum  
  channel. 

•  Reliable quality at low price. 
•  Access to low cost feed stocks. 
•  Quality related services. 
•  Low cost relationships. 
•  Reduce cost via the lowest cost channel. 

•  Growth through technology. 
•  �Lead User� for new resins/technologies. 
•  Services needed to support new technologies. 
•  Access to EP technology. 
•  Use channels to Increase reach and speed 

RELATIONSHIP 
Deep relationships based on productivity. 

. 

NEW & EMERGING 
Discover what�s new from Dupont. 

.  

INNOVATION   
Capture value  for new products 

and technologies.  
.  

PRICE  
 Reliable quality at low price 

For Each Segment: 
• Value proposition? 
• Focus offer on? 

• What services are included? 
• What do they value? 

• Role of �non-direct� channels? 
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31% of 769 active grades have been targeted for immediate strategic evaluation 
(with most of another 15%� missing data� grades to be evaluated as well) 
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:Keeper 
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•  People mostly asset aligned… not highly leveraged 
•  Stove-piped entities… no unified Supply Chain organization… different/conflicting goals 
•  Lots of �white space�(areas of no accountability) 
•  Overlapping responsibilities… redundant work 
•  Lack of adhered-to disciplined business policies and practices 
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TE Processes combined with Org Redesign Will Drive 
Improved Performance, Lower Working Capital & Lower Cost 

(S&OP) Strategic Supply Chain Planning) 
Growth Strategy 
Portfolio Management 
Market Segments & Channels 
Long Term Competitiveness & Profitability 
Cost Reduction To Position Growth 
Supplier Contracts (Strategic Buy) 

Strategic Business Planning 

Distribution Planning 

Fulfillment Organization - 
 Business/Region/Global Aligned 

(Sell) 

Reverse Supply Chain 
Cust & Product focus 

Master Scheduling 

Packaging Planning 

Distribution Planning 
Unit Scheduling 
Asset Utilization 
Yield Management 

Safety, Quality 
Make to Schedule 

Set Inventory Levels  
(Raw, Intermediate & Packing) 

VMI, Releases 
Supplier Service Levels 

(Make) 

Move & Sell Execution Buy & Make Execution  

Consumption triggers 
replenishment 

This model fills the gap between strategy & execution, delivers clear accountability 
throughout the EP supply chain and is consistent with TE Processes 

Reduced working capital (Inventory and Receivables) 
Improved cash flow  (Inventory Velocity) 
Improved customer service (Quality, Delivery & Price) 
Improved productivity  (Resource Optimization) 
Improved sourcing (Asset Utilization) 

Set FP Inventory Levels 

(Move) 

Order to Cash (VMI) 

Suppliers Polymer Package Inventory Inventory Compound Customer Outbound  Inventory Inbound 

Exel 

Inventory 

Packaging 

Manage 
Push/Pull 

Consumption triggers 
replenishment 

Material Forecast to Suppliers 

(Buy) 

Process Owners: 1 Buy/Make Mgr – EP Americas 1 Move/Sell Manager 

Supply Organization - Asset Aligned 

• MSRs – Schedule Machines 
• PC�s (Operators and Contractors) 

• Customer Service 
• Logistics 
• Demand/Supply 
Planners  

(S&OP Coord) 

SWI
Specialty Warehouse Inc.

Clarksburg, WV
Shipments: 70,508

TFN inventory: 12,073

FMT
Fairmont Specialty

Fairmont, WV
Production:

Shipments: 69,698
Inventory:

HRT
Hartley Oil Co.

Ravenswood, WV
Production:

Shipments: 27,346
Inventory: 1,859

WNI
(plop grinding)

Waynesboro, VA
process cost $0.05/lb North Sea Oil

(drying)
process cost: $0.10/lb

RVW
Hartley/Ravenswood Whse

Ravenswood, WV
Shipments: 70,266

TFN inventory: 6,335

WVP
WV Polymers

Shipments: 7,459

Import Export Int'l
(airbag waste)

Clover Yarns
(spool cutting)

process cost $0.15/lb

TFN
TFN Area

(Receiving)
Inv: 1.097 Mlbs

BLN
Blenn Whse

Inv: 12,636 Mlbs

EPE
EPC East

nrm  4,532

NCS

tfn 9227,885 tfn

 nrm 19,825

nrm 4,635

tfn 33,922

1,507 tfn

tfn 2,182

tfn 1,553

tfn 2,605

RAV
Ravenswood Polymer

Ravenswood, WV
Production:
Shipments:
Inventory:tfn 46,959

nrm 13,212

tfn 507

nrm 34,928

1,978 tfn

nrm 1,086

BLW
Blennerhassett Whse

tfn 333

tfn 250

TXX
Fairmont Specialty 

Fairmont, WV

JNF
Ravenswood 

Polymer

FSC
Specialty 

Warehouse Inc.

1,729 tfn

tfn 936

FJX
Exel Warehouse
Washington, WVnrm 647

Washington Works Zytel Cost Reduction Project
Prepared by: DE Andersen and RG Reinhardt

January 2001

Zytel Americas Supply Chain
Nylon Recycle Operations

Legend

All figures are Mlbs
Only moves of TFN and NRM 
are shown
Shaded blocks connect panel 
sets
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SWI
NRM inventory: 6,066

tfn 4,264
nrm 2,230

nrm 14,467

RVW
Hartley/Rav Whse

nrm 16,256

nrm 4,341

nrm 771

nrm 652

NES
Ametek Nesquehoning

nrm 397

FJV
various plant 
ship-points

Customers

nrm 26,146

nrm 25,611

nrm 1,242

nrm 5,417

nrm 13,629

nrm 689

ZYT
Zytel Division

Washington Works

nrm 1,059

nrm 43,756

nrm 881

EPW
EPC West

nrm 12,453

nrm 1,717

Vision Industries
(plop grinding)

Chattenooga, TN
process cost $0.05/lb

Nylon SBU
Fibers Plant
Camden, SC

Nylon SBU
Fibers Plant
Seaford, DE

Nylon SBU
Fibers Plant

Waynesboro, VA

Nylon SBU
Fibers Plant

Chattenooga, TN

Nylon SBU
Fibers Plant
Athens, GA

Nylon SBU
Fibers Plant
Mexico JV Andola

Prod:
Inv:

Kingston Plant

Bollag Int'l
(Solutia fiber waste)

Pensecola, FL

Bollag Int'l
(Solutia fiber waste)

Greenwood, SC

Richmond

Zytel Division
Washington Works

tfn 380

tfn 185

tfn 111

SHR
Kingston Plant

nrm 1,299

…but up close things often look different 

Monthly Savings
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Plan for 100 MM Program 1,000, 1,000, 900,0 900,0 850,0 850,0 825,0 825,0 800,0 780,0 770,0 750,0 750,0 750,0 725,0 725,0 725,0 700,0 700,0 690,0 690,0

Actual (from financials) 1,000, 1,000, 1,000, 950,0 900,0 900,0 850,0 800,0 800,0 800,0 800,0 770,0 750,0 750,0 750,0 750,0 750,0 725,0 700,0 700,0 675,0

Upper Pan Variance 1,050, 1,050, 945,0 945,0 892,5 892,5 866,2 866,2 840,0 819,0 808,5 787,5 787,5 787,5 761,2 761,2 761,2 735,0 735,0 724,5 724,5

Lower Plan Variance 950,0 950,0 855,0 855,0 807,5 807,5 783,7 783,7 760,0 741,0 731,5 712,5 712,5 712,5 688,7 688,7 688,7 665,0 665,0 655,5 655,5
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Plan 11,600, 11,200, 10,600, 10,400, 10,100, 10,000, 9,800,0 9,620,0 9,400,0 9,200,0 9,080,0 9,000,0 8,900,0 8,800,0 8,700,0 8,600,0 8,500,0 8,360,0 8,320,0

Actual 12,000, 11,800, 11,400, 11,000, 10,600, 10,200, 9,800,0 9,600,0 9,600,0 9,480,0 9,280,0 9,080,0 9,000,0 9,000,0 9,000,0 8,900,0 8,700,0 8,500,0 8,300,0
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Non-Exempt Contractor 2 2 2 2 2 2 2 2 2 2 2 2 3 3 3 3 3 3 3 3 3

Non-Exempt 50 49 49 49 49 49 49 49 49 49 49 48 48 48 48 45 45 45 44 40 40

Exempt Contractor 3 3 3 3 3 3 3 3 3 3 2 2 2 2 2 2 1 1 1 1 1

Exempt 25 25 25 25 25 24 24 24 23 23 23 23 23 23 23 22 20 20 20 20 19

Ratio 35% 35% 35% 35% 35% 35% 35% 35% 34% 34% 33% 33% 33% 33% 33% 33% 30% 30% 31% 33% 32%
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Monthly Plan vs. Actual
Financial Improvements

Issues and Barriers
Needing Resolution

Headcount tracking

Plan vs. Actual Run Rate
Financial Benefits by

Business Unit

Status of Milestones for
Next 60 Days

Operational Performance 

Overall RD 
Status 

Work 
Stream 

Comments 2002 In 
Pocket 

(projected)  

2003 RR 
ABC+ 

(projected) 

Known 
Potential 

S&M •  Developed �Blueprint� (Segment Customers / define default routes to serve) 
•  Developed principles to guide redeployment process 
•  Begin Re-deployment of �sellers� and �developers� and TS 
•  Need robust alternative routes to serve customers in place 

5.1 12.9 12.9 

Supply 
Chain 

•  Service level defect analysis progressing (Europe) 
•  Finalized supply chain role descriptions 
•  Lab test consolidation progressing 
•  Resolved overlap with Mfg (in process resolve – Sales and Mrkt) 

1.4 3.7 3.7 

Mfg •  Improving business conditions creating challenges  
•  US has strong commitment to deliver $35MM; today only $30.4 identified 
•  Timing of maintenance savings questioned by Fluor assessment 
•  $7.2MM of savings will occur in 2004 
•  Belief is sourcing cost codes resicde here 

9.3 56.5 61.3 

Levg�d 
Services 

•  Wilmington site consolidation study underway 
•  Need to define contribution of Project Cheetah 
•  Need to validate “C” opportunities (i.e. Geneva headquarters) 

1.7 7.9 9.0 

Tech / R&D •  Validate that $3MM underrun is recurring 
•  Expanded scope of lab consolidation to include asset optimization (extruders, etc) 2.5 4.4 4.4 

Org Design •  Org design accepted by EPGBT 
•  Not quantified at this point, but are targeting $2 – 4MM (see GAP closure) 0 0 4.0 

Sourcing •  Fixed cost benefits associated with sourcing 
•  Will resolve where cost codes reside and assign to workstreams before adding to 

total (no overlaps) 

2.0 10.7 10.7 

TOTAL 
(Souring not in total until cost codes defined) 

20.0 85.4 95.3 

Americas Europe AP 

Topic Product 
Portfolio 

Compounding 
Network Supply Chain Leveraged 

Services 
Polymer Non-
Zytel P1 Mfg 
Effectivenss 

Marketing & 
Selling 

Technology / 
R&D 

Organization 
Design Sourcing 
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Wasted Time 

55.4% 

Value Creation 
Time 

44.6% 

62,496 Valuable Operating Time 
Hours 

706 Blocked Clave 
8,787 Rate Reduction 
858 Transition/Type Change 
929 Scheduled Downtime 

6,868 Unscheduled Downtime 
1,749 Quality/Yield 

57,767 No Demand 
Hours Batch 

Polymerization 

Value Creation 
Time 

87.2% 

Wasted Time 
12.8% 

139 Rate Reduction 
42 Transition/Type Change 
19 Scheduled Downtime 

576 Unscheduled Downtime 
237 Quality/Yield 

1,235 No Demand 
Hours 

15,336 Valuable Operating Time 
Hours 

Continuous 
Polymerization 

The team gathered downtime in all asset areas 

Wasted Time 

39.4% 

Value Creation 
Time 

60.6% 

1,444 Rate Reduction 

3,367 Transition/Type Change 
3,828 Scheduled Downtime 

12,079 Unscheduled Downtime 

1,024 Quality/Yield 
11,979 No Demand 
Hours 

51,962 Valuable Operating Time 
Hours 

Compounding 

Filaments 

Wasted Time 

41.8% 

Value Creation 
Time 

58.2% 

91,099 Valuable Operating Time 
Hours 

2,550 Rate Reduction 
3,174 Transition/Type Change 
3,034 Scheduled Downtime 

15,714 Unscheduled Downtime 
6,997 Quality/Yield 

34,044 No Demand 
Hours 

The team summarized the data into Pareto charts to identify 
the most common occurrences for downtime  

Compounding Reasons for Downtime
(percentage of total hours available)

13.98%

1.20%

14.10%

4.47%
3.93%

1.69%1.88%

14.33%

5.21%
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Filaments Reasons for Downtime
(percentage of total hours available)

4.47%

1.94% 2.03% 1.63%1.21%

5.68%

9.75%

2.44% 2.41%

8.03%
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Continuous Polymerization Reasons for Downtime
(percentage of total hours available)

7.02%

1.35%

3.28%

0.11% 0.24%

0.79%0.75%

1.68%

4.15%

0.23% 0.40%
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Batch Polymerization Reasons for Downtime
(percentage of total hours available)

41.22%

1.25%

4.90%

0.66% 0.61%

6.27%

0.50%1.41%

7.13%

2.26% 1.51%
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Unscheduled Downtime - As an example the team �drilled-
down� in specific areas to look for opportunities to improve 
equipment reliability…. 

East EP Compounding: (Z1, Z2, CP7, CP8, CP9, R1, R2, R5)
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….opportunites can be found by looking at the data 
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